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Newsletter  of  the  Canada  & the  Americas  Branch,  Alberta  Economic  Development  and  Trade 


New  York  City  has  huge  potential  for  Alberta  exporters! 


But  be  prepared  or  the  "Big  Apple"  will  bite  back 


William  H.  Jaschke  (left), 
Trade  Director,  Latin 
America/Caribbean,  with 
Alberta  participants  at  the 
UNITAR  Heavy  Oil 
Conference  in  Caracas, 
Venezuela.  For  more 
information  on  opportunities 
in  Latin  America, 
see  pages  6 and  7. 


New  York  City,  with  a population  of 
over  8 million  people,  is  an  immense, 
sophisticated  market  that  offers  the 
ultimate  challenge  to  Alberta  export- 
ers. 

The  financial  centre  of  the  U.S.,  and 
one  of  the  most  important  commercial 
centres  in  the  world,  the  "Big  Apple"  is 
home  to  many  of  the  world's  decision 
makers  and  trend  setters.  In  fact,  93  of 
the  world's  largest  banks,  the  top  10 
advertising  agencies,  6 of  the  top 
retailers,  4 of  the  biggest  utilities,  and 
over  60  Fortune  500  companies  are 
headquartered  in  New  York. 

With  an  impressive  business  profile 
and  large  population.  New  York  is  a 
potential  market  for  a wide  variety  of 
Alberta's  products  and  services.  Some 
of  the  items  for  which  opportunities 
exist  are:  transportation  equipment/ 
services,  electronics/  telecommunica- 
tion equipment,  health  care  products, 
consumer  and  sporting  goods,  defence 
related  products,  contract  furniture, 
giftware/ crafts,  apparel  and  accesso- 
ries. 

While  New  York  represents  a vast 


potential  market,  Alberta  companies 
should  recognize  that  the  "Big  Apple" 
is  unique,  even  within  the  U.S.  To 
successfully  penetrate  this  sophisti- 
cated market,  Alberta  firms  have  to  do 
more  than  have  a competitively  priced 
product  or  service  of  the  highest 
quality.  Alberta  exporters  must  assure 
their  New  York  City  customers  that 
they  can  provide  sufficient  quantities 
with  delivery  "yesterday"  and  imme- 
diate after-sales  service. 

Alberta  firms  wanting  to  export  to 
New  York  City  face  considerable 
challenges,  among  them  overcoming 
misconceptions  about  Canadian 


capabilities.  As  a result,  companies 
should  be  fully  prepared  for  their  first 
meeting  with  a buyer  because,  if  they 
are  not,  it  will  surely  be  their  last. 
Finally,  Alberta  exporters  must  be 
prepared  to  invest  considerable 
resources  to  establish  markets  and  to 
quote,  deliver  and  follow-up  aggres- 
sively in  competition  with  U.S.  and 
foreign  suppliers. 

Albertans  interested  in  marketing  in 
New  York  City  are  advised  to  contact 
Alan  Wilkinson,  Director,  Economic 
Development  and  Investment,  in  our 
New  York  office  at  (212)  759-2222  or 
Tren  Cole  at  (403)  427-4809.  □ 


Florida  market  “hot”  for  Alberta  building  products 


Alberta  Economic  Development  and 
Trade  is  recruiting  Alberta  building 
materials  suppliers  to  exhibit  in 
Florida's  most  important  builders' 
show.  The  Florida  Lumber /Building 
Material  Dealers  Association  Show 
(FLBMDA),  September  24-26, 1992  in 
Orlando,  will  be  a valuable  event  for 


Alberta  producers  wanting  to  target 
this  large  market  (pop.  13  million). 

Products  displayed  will  cover  the  full 
range  of  building  materials,  from 
lumber  to  flooring  and  hardware.  In 
addition.  Bob  Hunter,  Trade  Director, 
Midwest/Southeast  U.S.A.  has 


procured  the  FLBMDA  buyers'  guide 
for  companies  that  wish  to  target 
customers  in  advance. 

Copies  of  the  buyers'  guide  and 
additional  information  on  the 
FLBMDA  show  can  be  obtained  by 
contacting  Bob  Hunter  at  427-4809.  □ 


Message  from 
the  Minister 

As  the  end  of 
this  century 
approaches,  many 
people  are 
making  long-term 
plans  for  the 
future.  They  are 
pondering  past 
strategies,  and  charting  a course  for 
the  years  to  come. 

The  province  is  also  at  a crossroads  in 
its  economic  planning.  Premier  Getty 
has  announced  an  initiative,  called 
Toward  2000  Together,  that  will  help 
us  to  shape  our  future  and  deal  with 
the  issues  that  confront  us  in  today's 
global  market. 

While  our  existing  strategy  has  served 
Alberta  well  over  the  years,  creating 
107,000  jobs  and  increasing  exports  by 
46  per  cent  between  1986  and  1990,  we 
must  be  poised  to  compete  in  the 
technologically  advanced,  internation- 
ally oriented  world  of  the  21st  century. 

As  a starting  point  to  a new  strategy 
formulation,  a Toward  2000  Together 
discussion  paper  has  been  developed. 
The  paper  outlines  a vision  of  Alberta 
in  the  year  2000,  and  the  challenges 
and  opportunities  we  will  face  in  our 
attempt  to  build  an  even  better  way  of 
life  for  Albertans. 

As  exporters,  your  unique  perspective 
of  competitive  foreign  markets  is 
invaluable  and  your  input  into  this 
planning  process,  essential. 

I invite  you  to  play  an  active  role  in 
shaping  the  future  economic  well- 
being of  our  province.  Just  call  1-800- 
661  PLAN  and  ask  for  an  information 
package,  which  contains  the  discus- 
sion paper,  a brochure,  and  a ques- 
tionnaire. 


Peter  Elzinga 
Minister 


Focus  on  Eastern  Canada/U.S.A. 


Northeast  U.S.  beckons 
Alberta  companies 

Lucrative  market  for  companies  that  "know  the  ropes" 


Alan  J.  Wilkinson 
Director, 

Economic  Develop- 
ment 

and  Investment 
Alberta  House  — 
New  York 

A-lberta's  New  York  office  has  a 
wide  ranging  mandate  to  interact  with 
many  government  departments, 
including  Economic  Development  and 
Trade. 

Our  area  of  responsibility  is  the  East 
Coast  of  the  U.S.A.,  but  our  location 
produces  an  obvious  bias  towards  the 
Northeast.  The  task  is  to  complement 
the  activities  of  Edmonton-based 
Trade  Director,  Tren  Cole,  by  provid- 
ing some  value  added  "at  the  coal 
face." 

People  often  ask  me,  "What  will  sell  in 
the  Northeast  U.S.A.?"  The  answer  is 
"anything",  but  with  the  following 
significant  provisos,  without  which  an 
export  effort  is  doomed! 

High  Quality  — Competitive  Price  — 
Assured  Volumes  — Assured 
Delivery 

The  Boston  — New  York  — Washing- 
ton corridor  contains  approximately 
1/5  of  the  U.S.  population  and  a 
majority  of  Fortune  500  company 
headquarters.  The  area  has  gigantic 
spending  power  but  is  often  a fickle 
market  which  demands  the  "best"  and 
is  willing  to  pay  the  price. 

This  enormous  potential,  of  course, 
attracts  large  numbers  of  competing 
products  and  a very  sophisticated 
consumer  — together,  a pretty  intimi- 


dating combination  which,  in  my 
view,  has  wrongly  tended  to  dissuade 
some  Alberta  companies  from  export- 
ing to  this  market.  It  is  true  that  freight 
sensitive  products  could  be  at  a cost 
disadvantage  but  this  is  not  always  so. 

Q.  Is  the  Northeast  U.S.  market  more 
difficult  to  penetrate? 

A.  No,  not  necessarily! 

Q.  Is  it  a harder  market  to  manage? 

A.  Any  export  market  presents 
different  challenges  than  the  domestic 
market.  Don't  go  to  sleep  on  the  job 
because  the  penalty  is  probably  more 
severe! 

Q.  Is  the  Northeast  U.S.  market  the 
first  I should  investigate  as  an 
Alberta  exporter? 

A.  Probably  not,  but  it  is  easily  the 
most  potentially  lucrative  once  you 
"know  the  ropes"! 

Q.  Will  the  New  York  office  be  any 
real  help  in  accessing  the  Northeast 
U.S.  market? 

A.  We  think  so.  When  you're  ready, 
call  us  at  (212)  759-2222  and  find  out! 
□ 


Would  you  like  to  receive 
the  "Alberta  Exporter"  on 
a regular  basis? 

Contact  Christopher  Makowski 
by  calling  427-4809  or  faxing 
422-9127  and  we'll  put  you  on 
our  mailing  list! 
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Focus  on  Eastern  Canada/U.S.A 


Develop  ‘eastern’  market 
niches  now  to  reap  benefits 
when  economy  improves 


Tren  Cole 
Trade  Director 
Eastern  Canada/ 
Northeast  U.S.A. 

I would  lose  credibility  if  I didn't 
admit  that  many  of  the  Eastern 
Canadian  markets  are  fairly  'flat'  right 
now.  However,  if  you're  interested  in 
developing  some  national  accounts, 
you  will  have  to  gain  a foothold  in 
Ontario  — and  now  is  the  time  to  be 
establishing  a presence! 

Opportunities  do  exist.  At  the  recent 
Canadian  national  farm  and  hardware 
shows,  traffic  was  down  from  previ- 
ous years.  However,  most  of  the  26 
Alberta  companies  that  participated  in 
these  shows  found  the  quality  of 
enquiries  to  be  improved.  In  fact, 
several  Alberta  firms  attracted  agent/ 
distributor  enquiries  for  Ontario,  the 
Maritimes,  and  the  American  North- 
east and  Midwest  markets. 

In  many  market  sectors,  it  has  been 
suggested  to  me  that  the  U.S.  North- 
east is  6 months  to  2 years  ahead  of  the 
Eastern  Canadian  economy.  Examples 
include  the  housing  renovation 
market  and  agriculture.  The  outlook 
for  the  agricultural  equipment  sector 
looks  particularly  promising  as  10-15 
year  old  machinery  needs  to  be 
replaced. 

Joint-venture  and  investment  pros- 
pects are  another  option  for  Alberta 
companies.  A mission  to  explore  and 
promote  opportunities  for  such 
arrangements  is  being  planned  from 


New  York  State  to  Alberta  for  later 
this  year. 

And  don't  forget  the  Atlantic  prov- 
inces! While  the  markets  are  compara- 
tively small,  they're  manageable,  and 
the  customers  tend  to  be  very  loyal. 

Prospects  for  supplying  and  servicing 
the  Hibernia  project  in  Newfoundland 
deserve  special  consideration.  The 
recent  slow  down  will  result  in  an 
expanded  procurement  schedule 
which  will  allow  Alberta  companies 
more  time  to  prepare  and,  yes,  more 
involvement  from  Alberta  firms  is 
encouraged.  An  excellent  opportunity 
to  make  contacts  with  procurement 
personnel  from  the  Hibernia  Manage- 
ment and  Development  Company 
(HMDC)  is  the  Offshore  Newfound- 
land Trade  Show,  which  is  being  held 
June  23-25th  in  St.  John's. 

In  addition  to  myself,  Alan  Wilkinson 
in  our  New  York  office  is  ready  to 
assist  you.  As  well,  analysts  within 
our  Transportation  Services  Branch 
are  ready  to  help  you  with  distribu- 
tion problems. 

Call  me  at  427-4809  if  I can  counsel 
you  in  any  way  on  the  markets  in 
Eastern  Canada  and  the  Northeast 
U.S.A.  □ 

Trade  Tips 

Cash  flow  key  to 
exporters 

Remember,  the  more  you  sell, 
the  more  financing  you  will 
require  for  things  like  capital, 
inventory  and  work  in  progress. 
Many  a profitable  business  has 
gone  bust  through  lack  of  cash! 


Program  highlight 

Western 
Purchasing 
Information 
Network  (WPIN) 

A.re  you  interested  in  millions  of 
dollars  worth  of  procurement  oppor- 
tunities? Alberta  Economic  Develop- 
ment and  Trade  has  a system  that 
could  be  valuable  to  your  company. 
The  Western  Purchasing  Information 
Network  is  an  electronic  information 
system  that  provides  Alberta  compa- 
nies with  tender  information  from  all 
four  western  provinces  plus  Supply 
and  Services  Canada. 

All  you  need  to  access  this  user 
friendly  system  is  an  iNET  subscrip- 
tion (call  Calgary  collect  at  231-2584),  a 
computer  terminal,  a modem  and 
communications  software,  and  a 
phone  line.  WPIN  is  available  at  the 
very  low  cost  of  $3.70  per  month  + tax 
(iNET  fee)  plus  a $0.50/minute  usage 
fee. 

For  more  information  on  the  Western 
Purchasing  Information  Network  call 
Norm  Greenwood,  Director,  Supplier 
Awareness  and  Development,  Alberta 
Economic  Development  and  Trade,  at 
427-2005.  □ 

Trade  Tips 

Tailor  your  product/ 
service  to  the 
market! 

The  export  market  you  ulti- 
mately choose  is  not  Alberta 
located  somewhere  else  -—  it  is 
different!  Buyers  may  have 
different  tastes,  perceptions  and 
values,  all  of  which  you  need  to 
recognize  in  order  to  be  success- 
ful. 
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Focus  on  Eastern  Canada/U.S.A. 


Good  representation  key  to  success 


Bob  Hunter 
Trade  Director 
Southeast/ Midwest 
U.S.A. 
and  Hawaii 


A.gents  and  Distributors  are  the  key 
element  to  success  for  Alberta  compa- 
nies exporting  to  the  Midwest  and 
Southeast  U.S.  markets. 


ware  market  alone,  which  is  a U.S.  $47 
billion  per  year  market  nationally, 
there  are  many  events,  especially  in 
Chicago.  In  fact,  75%  of  the  purchas- 
ing decisions  in  the  U.S.  hardware 
industry  are  made  in  Chicago. 

Other  sectors  offering  Alberta  firms 
opportunities  in  the  Midwest  are 
sporting  goods,  computers,  software, 
industrial  machinery,  metal  working 
and  electrical  equipment,  lumber/ 
building  materials,  and  defence 
related  products  and  services. 


Midwest 


Midwestern  retailers  spend  nearly 
U.S.  $16  billion  per  year  on  apparel 
and  accessories.  The  Chicago  Apparel 
Centre  is  their  primary  buying  source. 

The  Chicago  Apparel  Centre,  Mer- 
chandise Mart,  Expo  Centre  and 
Holiday  Inn  Mart  Plaza,  known 
collectively  as  the  Mart  Centre,  make 
up  the  world's  largest  and  most  active 
wholesale  buying  centre,  with  6 
million  sq.  ft.  of  space  and  over  3 
million  buyer  visits  a year. 

The  Midwest  is  the  #1  region  in  the 
U.S.A.  for  trade  shows.  In  the  hard- 


Southeast 

Alberta  companies  have  successfully 
penetrated  Southeast  U.S.  markets  in 
advanced  technology  products, 
power/energy  equipment,  building 
products,  and  health  care. 

With  a very  active  Canadian  Consu- 
late in  Atlanta,  1992-93  will  see 
opportunities  for  Alberta  firms  to 
expand  their  exports  of  automotive 
equipment,  secondary  wood  products, 
consulting  services,  electronics  and 
telecommunications  products,  power/ 
energy  equipment,  and  oil  and  gas 
related  products  and  services. 


Companies  interested  in  the  Midwest 
and  Southeast  U.S.  markets  should 
source  an  agent  or  distributor  to 
ensure  that  after  sales  service  is 
offered  to  prospective  buyers. 

Hawaii 

Over  60,000  housing  units  will  be  built 
over  the  next  8-10  years,  providing 
Alberta  building  products  manufac- 
turers with  numerous  opportunities. 

In  addition,  the  LRT  project  in  Oaho  is 
still  a possibility  for  Alberta  suppliers. 
The  State  will  be  spending  U.S.  $60 
million  per  mile  on  this  18  mile  rail 
system. 

While  Alberta  companies  have  already 
obtained  contracts  worth  over  U.S. 
$200  million  in  Hawaii,  there  are 
opportunities  yet  to  be  fully  pursued. 
Among  these  are  sewage  and  waste 
water  treatment  facilities,  road  and 
bridge  upgrading,  and  services 
including  landscaping,  architecture, 
and  environmental  engineering. 

Alberta  companies  interested  in  the 
U.S.  Midwest,  Southeast  and  Hawai- 
ian markets  can  call  me  at  427-4809. 

□ 


Program  highlight 

IBIS:  the  exporter’s  information  edge! 


IbIS,  or  the  International  Business 
Information  Service,  is  a computer 
bulletin  board  that  banks  current 
information  on  trade  opportunities, 
market  intelligence,  and  support 
programs,  thus  saving  Alberta  export- 
ers time  and  money.  Whether  you  are 
exploring  new  markets  or  expanding 
current  ones,  IBIS  is  your  probe  in 
international  markets. 

IBIS  is  available  at  NO  CHARGE,  24 
hours  per  day,  7 days  a week  to 
Alberta  companies  via  a local  Edmon- 


ton number,  427-0237,  and  a toll-free 
number,  1-800-661-4567,  from  any- 
where in  the  province.  IBIS  can  be 
accessed  by  any  computer  with  a 
modem  and  communications  soft- 
ware. 

Entries  on  the  system  include  project 
and  procurement  notices  from  interna- 
tional financial  institutions  such  as  the 
World  Bank,  Asian  Development 
Bank,  and  the  Inter- American  Devel- 
opment Bank;  advance  project  notices 
from  the  United  Nations,  and  a variety 


of  opportunities  gathered  from 
embassies  around  the  globe.  IBIS  also 
offers  information  on  federal  and 
provincial  export  assistance  programs, 
country  profiles  of  Alberta's  major 
trading  partners,  and  an  upcoming 
trade  events  calendar. 

More  information  about  IBIS  and  how 
to  register  on  the  system  can  be 
obtained  by  calling  Greg  Yaremko, 
IBIS  Manager,  Alberta  Economic 
Development  and  Trade,  at  427-4809. 
□ 
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Upcoming  events  1992 

Information  on  trade  events  can  be  obtained  by  calling  our  Edmonton  Office  at  427-4809  or  our  *Calgary  Office  at  297-6284 


Date 

Location 

Description 

Activity 

Contact 

May 

Bremmerton,  WA 

Industrial  Products 

NEBS  Mission 

Audrey  Albrecht 

May 

Boise/ 

Couer  d'Alene,  ID 

General 

Trade  Mission 

Brian  Westlund 

May 

San  Diego,  CA 

Biotechnology 

Trade  Mission 

Jerry  Keller 

May  12-16 

Santiago,  Chile 

Expomin  '92 

Oil  & Gas 

Trade  Show 

W.H.  Jaschke 

May  12-16 

Huntsville,  AL 

TABES  '92 

Aerospace /Defence 

Trade  Show 

Bob  Hunter 

May  19-22 

San  Francisco,  CA 

Pacific  Coast  Builders 

Trade  Show 

Jerry  Keller 

June 

Seattle,  WA 

Environment 

Trade  Mission 

Jerry  Keller 

June 

Edmonton,  AB 

Challenge  of  Exporting 

Seminar 

Audrey  Albrecht 

June  1 

Seattle,  WA 

Transportation 

Seminar 

Brian  Westlund 

June  1-4 

Toronto,  ON 

Toronto  Environmental 

Trade  Show 

Tren  Cole 

June  2 

Edmonton,  AB 

Alberta  Aerospace  Assn. 

Trade  Show 

Brian  Westlund 

June  9-11 

Calgary,  AB 

National  Petroleum  Show 

Incoming  Buyers 

All  Directors 

June  10-12 

Minneapolis,  MN 

Solo  Giftware 

Trade  Mission 

Bob  Jenkins 

June  15 

Calgary 

Selling  to  Mexico/Venezuela  Seminar 
PEMEX/BARIVEN 

W.H.  Jaschke 

June  17-20 

Regina,  SK 

Western  Canada  Farm 

Trade  Show 

Bob  Jenkins 

June  18-22 

Vancouver,  BC 

American  Waterworks 
Assn.  Environmental 

Trade  Show 

Jerry  Keller 

June  19-21 

Spokane,  WA 

Health  Care 

NEBS  Mission 

Audrey  Albrecht 

June  21-27 

Rio  de  Janeiro, 

Brazil 

World  Environmental 
Conference 

Trade  Show 

W.H.  Jaschke 

June  23-25 

St.  John's,  NF 

Offshore  Newfoundland 

Trade  Show 

Tren  Cole 

June  22-26 

Edmonton/ 

Calgary,  AB 

Building  Products 

Incoming  Buyers 
From  Horida 

Bob  Hunter 

June  26-28 

Atlanta,  GA 

National  Building 

Trade  Show 

Bob  Hunter 

July 

Seattle,  WA 

High  Tech/Electronics 

Trade  Mission 

Brian  Westlund 

July 

Seattle,  WA 

Consumer/Giftware 

NEBS  Mission 

Audrey  Albrecht 

July  2-5 

Edmonton/ 

Calgary,  AB 

Building  Products 

Incoming  Buyers 
From  Hawaii 

Bob  Hunter 

July  10-14 

Seattle,  WA 

Consumer  Prods/ Giftware 

Trade  Mission 

Jerry  Keller 

July  20-24 

Edmonton/ 

Calgary,  AB 

Oil  and  Gas 

Incoming  Buyers 
Colombia/Ecuador 

W.H.  Jaschke 

July  26-30 

Denver,  CO 

American  Hospital  Assn. 

Trade  Show 

*Bryce  Nimmo 

July  27-31 

Louisville,  KY 

National  Lawn/Garden 

Trade  Show 

Bob  Hunter 

July  29- August  5 

Chicago,  IL 

National  Sporting  Goods 

Trade  Show 

Bob  Hunter 

August 

Edmonton/Calgary 

Challenge  of  Exporting 

Seminar 

Audrey  Albrecht 

August  16-19 

Chicago,  IL 

National  Hardware 

Trade  Show 

Bob  Hunter 

September 

Seattle,  WA 

Environment 

Trade  Mission 

Jerry  Keller 

September 

Portland,  OR 

Horticulture 

NEBS  Mission 

Audrey  Albrecht 
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Latin  America  & the  Caribbean 


Changes  in  Argentine  energy  sector  create  opportunities 


William  H.  Jaschke  (left),  Trade  Director, 
Latin  America  and  the  Caribbean,  and 
Gordon  Sheward,  Director,  Iron  Horse 
Compression  Ltd.,  at  the  UNITAR  Heavy 
Oil  Conference,  August  5-9, 1991  in 
Caracas,  Venezuela.  Iron  Horse  Compres- 
sion was  one  of  eight  Alberta  companies 
that  exhibited  at  this  highly  successful 
event. 


Canada  and  Alberta  were  well 
represented  at  the  XIII  World  Petro- 
leum Conference  (October  20-25, 1991) 
in  Buenos  Aires,  Argentina.  Represen- 
tation included  a Canadian  Govern- 
ment Stand,  a WPC  Stand,  numerous 
Alberta  technical  presentations  at  the 
Conference,  and  an  Alberta  trade 
delegation  of  eight  companies.  In  total, 
Canada  had  119  participants  in  the 
official  program,  the  sixth  largest  of 
the  fifty-eight  countries  participating. 

Important  changes  are  taking  place  in 
the  Argentine  oil  and  gas  industry. 

The  state-owned  oil  company,  YPF, 
which  once  had  a monopoly  on  oil  and 
gas  production,  is  now  being  radically 
reduced  in  size.  The  Argentine  Gov- 
ernment hopes  to  shortly  reduce  its 
holdings  of  the  full  operation;  in  35% 
of  oil  production,  and  a further  15% 
where  it  will  work  in  association  with 
the  private  sector. 

Local  oil  companies  are  expanding 
their  operations  and  joint  venturing 
with  foreign  firms  to  improve  newly 
acquired  leases  or  do  wild  cat  or 
developmental  drilling  in  newly 
released  fields.  Under  the  new  Argen- 
tina Plan,  large  blocs  of  former  YPF 
concessions,  including  existing  pro- 
duction facilities,  are  being  sold  off  to 


Argentine  and  foreign  oil  companies. 
In  many  cases,  production  is  being 
increased  at  existing  facilities  by 
working  over  the  wells. 

Production  from  these  wells  is  not 
controlled  and  can  be  sold  to  Argen- 
tine refineries  or  exported  directly. 
Local  oil  companies,  such  as  Perez 
Companc,  Astra,  Pluspetrol,  and 
others,  have  sought  foreign  partners  to 
gain  new  technology  and  foreign 
investment  capital. 

The  state-owned  gas  company.  Gas 
del  Estado,  which  has  had  a monopoly 
on  the  transmission  and  distribution 
of  natural  gas,  is  to  be  sold.  While  the 
government  will  retain  ownership  of 
the  lines,  they  will  offer  renewable  35 
year  concessions  for  their  operation.  In 
this  way  they  hope  to  attract  new 
capital  and  technology  into  the 
industry  while  improving  the  quality 
and  extent  of  service. 

The  changes  in  both  YPF  and  Gas  del 
Estado  offer  many  opportunities  for 
Alberta  companies  wishing  to  invest 
in  the  Argentina  energy  sector  or  to 
sell  equipment  and  services.  If  you 
would  like  more  information  on  these 
developments,  please  contact  W.H. 
Jaschke  at  427-4809.  □ 


Colombian  Petroleum  Institute  — a key  market 


The  Colombian  Petroleum  Institute 
(ICP),  the  research  arm  of  the  Colom- 
bian national  oil  company,  Ecopetrol, 
has  been  a good  customer  for  Alberta 
suppliers  of  petroleum  industry 
research  equipment  and  technology 
since  it  opened  its  research  headquar- 
ters in  Bucaramanga,  Colombia,  six 
years  ago. 


Reports  indicate  that  ICP  is  working  on 
a variety  of  projects  which  provide 
opportunities  for  Alberta  companies. 
Some  of  these  include  the  transport  of 
heavy  oil,  emulsion,  environmental 
protection  (especially  the  degradation 
of  refinery  wastes),  contingency  plans 
for  on-land  oil  spills,  corrosion,  catalyst 
studies  for  heavy  oil  refining,  hydro 
treatment,  chromatography  and  mass 


spectrometry.  In  the  area  of  explora- 
tion, they  are  interested  in  seismic 
modelling  and  basin  modelling. 

ICP  represents  an  active  and  progress- 
ing market  for  advanced  technology 
dealing  with  all  aspects  of  the  oil  and 
gas  industry.  If  you  would  like  to  make 
contact  with  this  organization,  please 
phone  W.H.  Jaschke  at  427-4809.  □ 
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PEMEX— a $20  billion  market 


P etroleos  Mexicanos  (PEMEX),  with 
assets  of  U.S.  $45  billion  and  sales  of 
U.S.  $19  billion,  is  the  fourth  largest  oil- 
related  company  in  the  world. 

With  a projected  investment  plan  of 
U.S.  $20  billion  over  the  next  five  years, 
PEMEX  represents  a vast  market  for 
Alberta  equipment  and  technology.  In 
1990,  PEMEX  produced  2.55  million 
barrels  per  day  (bpd)  of  crude,  3.65 
billion  cu.  ft./day  of  gas,  and  426,000 
bpd  of  condensates.  The  majority  of 
crude  falls  into  medium  or  light  crude 
categories,  ranging  from  22°-29°  API, 
and  is  produced  from  a variety  of 


Health  care  major 
concern  in  Colombia 
and  Ecuador 

T he  spread  of  cholera,  poor  nutrition, 
low  level  of  health  care,  and  lack  of 
access  for  the  poor  (especially  the 
young),  were  concerns  registered  by 
the  Ministers  of  Health  from  Colombia 
and  Ecuador  when  they  visited  Alberta 
in  the  Fall  of  1991.  The  Ministers  were 
very  impressed  by  the  facilities, 
services,  and  health  care  systems 
employed  in  Alberta  and  hope  to 
incorporate  some  of  what  they  learned 
in  new  programs  being  developed  for 
their  populations. 

Alberta  companies  involved  in  health 
care  and  health  related  environmental 
issues  have  an  opportunity  to  supply 
to  these  countries  as  part  of  an  inte- 
grated export  program.  One  compo- 
nent of  this  is  a health  and  environ- 
ment mission  scheduled  to  visit 
Colombia,  Peru  and  Costa  Rica  in  May 
1992.  Companies  wishing  to  obtain 
more  information  should  contact  W.H. 
Jaschke,  Trade  Director,  Latin  America 
and  the  Caribbean,  at  427-4809.  O 


offshore  fields  in  the  Campeche  region 
of  Mexico.  Production  may  contain 
paraffin,  asphaltines,  C02,  and  H2S 
(PEMEX  produces  about  1600  tons/ 
day  of  sulphur  in  the  Campeche  area 
alone). 

With  goals  of  increasing  production  to 
supply  increased  local  demand  and 
maintain  foreign  reserve  earnings 
(PEMEX  accounts  for  35%  of  Mexico's 
federal  budget),  expanded  drilling  will 
require  the  contracting  of  offshore  rigs 
(probably  semi-submersible)  for 
increased  drilling  in  the  Bay  of 
Campeche.  For  existing  wells,  en- 
hanced recovery  techniques  will  be  in 
demand.  On-shore,  expansion  of  the 
Villahermosa  district  fields  will  take 
place  as  will  wild  cat  drilling  in  new 
fields  in  the  Tampico  region. 

The  Export  Development  Corporation 
(EDO  has  signed  two  lines  of  credit 
with  PEMEX  (one  for  U.S.  $20  million 
and  one  for  U.S.  $500  million)  for  the 
purchase  of  oil  and  gas  equipment  and 
services  from  Canada.  Although  U.S. 
competition  is  stiff,  opportunities  exist 
for  quality,  competitive  products  and 
services.  Recently,  PEMEX  has  indi- 
cated a preference  for  large  turn-key 
projects,  however,  it  has  been  proven 
that  with  a good  agent,  sales  can  be 
made  for  individual  products  and 
services  as  well. 

Last  fall,  an  eight-company  Alberta 
trade  delegation  spent  a week  in 
Mexico  reviewing  opportunities.  The 
results  were  very  positive,  especially  in 
the  field,  where  production  engineers 
saw  ready  application  for  almost  every- 
thing they  observed.  As  a follow-up, 
Alberta  companies  will  participate  in 
the  Mexican  Petroleum  Engineering 
Show  in  Monterrey  in  late  April.  For 
more  information  on  Mexico,  contact 
W.H.  Jaschke  at  427-4809.  □ 


Petrobras 

computerizes  product 
sourcing  network 

P etrobras  has  recently  completed 
installation  of  a computerized  product 
sourcing  network  through  which 
individual  Petrobras  offices  can  draw 
up  lists  of  qualified  equipment  and 
service  suppliers  to  be  invited  to 
tender.  Both  Brazilian  and  interna- 
tional companies  can  become 
prequalified  for  this  list  by  completing 
a registration  form  and  being  ap- 
proved by  Petrobras  buying  officials. 
Part  of  the  registration  process  in- 
cludes provision  of  detailed  informa- 
tion regarding  a company's  quality 
assurance,  which  must  meet  rigid 
international  standards.  Companies 
wishing  to  register  with  Petrobras 
should  contact: 

Mr.  Mario  Antonio  Lamas 
Manager,  Technical  Qualifications 
Materials  and  Purchasing  (Sermat) 
Petrobras 

Av.  Chile  65,  Sala  613 
Rio  de  Janeiro,  R.J. 

CEP  20035  Brazil 

Fax:  (55-21)  262-0145/262-2021 

You  may  also  wish  to  contact  W.H. 
Jaschke  at  427-4809  for  information. 

□ 

Sales  opportunity! 

Buyers  from  Petroleos  Mexicanos 
and  Petroleos  de  Venezuela 
seeking  petroleum  equipment/ 
technology  will  visit  Alberta 
following  the  National  Petro- 
leum Show  in  June.  A seminar 
will  take  place,  during  which 
PEMEX  and  PDVSA  will  define 
their  needs.  Specific  site  visits 
will  also  take  place.  For  more 
information,  contact  W.H. 

Jaschke  at  427-4809. 
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Careful  planning  is  key  to  trade  show  success 


Don  Chinski 
Associate  Director 
Trade  Show 
Promotion  Branch 

1 his  is  the  second  in  a series  of  articles 
designed  to  introduce  Alberta  companies 
to  marketing  through  trade  shows. 

Careful  planning  can  dramatically 
improve  your  chances  of  success  at  a 
trade  show.  Regardless  of  the  size  of 
your  company,  there  are  many 
considerations  when  preparing  for 


trade  shows.  I would  like  to  review  a 
few  of  the  key  points. 

You  should  start  your  planning  at 
least  one  year  or  more  in  advance  of 
each  event,  particularly  if  you  will  be 
exhibiting  at  international  shows. 
First,  choose  the  right  events  for  your 
company.  Be  sure  to  conduct  research 
on  the  product  lines  and  the  markets 
served  by  prospective  shows,  the 
names  of  exhibitors,  and  so  on.  Once 
you  have  selected  a number  of  shows, 
do  a complete  cost  estimate  to  deter- 
mine if  they  will  meet  your  overall 
budget. 

Another  step  you  should  take  in  your 
trade  show  planning  is  to  determine 


Who  are  we? 

Canada  and  the  Americas  Branch  is  part  of  the  Trade  Division  of  Alberta 
Economic  Development  and  Trade,  led  by  Murray  Rasmusson,  Assistant 
Deputy  Minister,  Managing  Director  Bryan  Edmundson  directs  nine  Trade 
Directors  and  Consultants  assigned  on  a geographical  basis.  They  are  as  follows: 


Bryce  Nimmo 
Audrey  Albrecht 
Bill  Jaschke 
Tren  Cole 
Bob  Hunter 
Jerry  Keller 
Brian  Westlund 
Bob  Jenkins 
Christopher  Makowski 


Calgary  Office*  — Mountain  States  U.S.A. 
New  Exporter  Development  Program 
Central /South  America  and  the  Carribean 
Eastern  Canada  and  Northeastern  U.S.A. 
Midwest  and  Southeast  U.S.A./Hawaii 
Western  U.S.A.;  British  Columbia 
Western  U.S.A.;  British  Columbia 
Central  U.S.A. 

Program  Development/North  America 


These  trade  professionals  would  be  pleased  to  discuss  your  exporting  plans 
with  you.  Contact  them  at: 

11th  Floor,  9940  - 106  Street  or  *5th  Floor,  999  - 8th  Street,  S.W. 

Edmonton,  Alberta  T5K  2P6  Calgary,  Alberta  T2R  1J5 

Telephone:  (403)  427-4809  Telephone:  (403)  297-6284 


U.S.A.  Office 

Alan  J.  Wilkinson,  Director 

Economic  Development 

and  Investment,  Alberta  House 

27th  Floor,  General  Motors  Building 

767  Fifth  Avenue 

New  York,  N.Y.  10153  U.S.A. 

Tel:  (212)  759-2222 
Fax:  (212)  759-3682 


your  objectives.  These  should  be  clear 
and  measurable,  such  as  establishing 
sales  leads  or  introducing  a new 
product.  Most  of  what  you  do  at  the 
show,  from  distributing  literature  to 
demonstrating  specific  equipment, 
will  depend  on  your  objectives. 

Finally,  setting  objectives  provides  a 
basis  for  evaluating  the  outcome  of  a 
trade  show. 

You  can  do  a number  of  things  to 
promote  your  company  in  advance  of 
the  show,  such  as  conducting  a direct 
mail  campaign  to  potential  customers. 
As  you  can  imagine,  a number  of 
decisions  will  have  to  be  made  early, 
from  updating  promotional  material 
to  making  arrangements  for  on-site 
show  services. 

Trade  Show  Promotions  can  provide 
you  with  a budget  checklist,  a list  of 
possible  objectives,  and  information 
related  to  preparation  for  trade  shows. 
The  Branch,  in  conjunction  with 
business  groups,  also  conducts 
comprehensive  seminars  on  trade 
show  selling.  For  more  information, 
please  contact  Trade  Show  Promotions 
at  427-4809.  □ 


The  Alberta  Exporter  is  published 
on  a quarterly  basis  by  the  Canada 
and  the  Americas  Branch  of  Alberta 
Economic  Development  and  Trade. 
Please  note  that  every  effort  has  been 
made  to  ensure  accuracy,  however 
some  information  may  be  subject  to 
change  after  publication. 

Your  letters  and  inquiries  are  most 
welcome.  Please  contact  Christopher 
Makowski,  Editor,  The  Alberta 
Exporter,  11th  Floor,  Sterling  Place, 
9940  -106  Street,  Edmonton, 
Alberta,  Canada  T5K2P6. 

Liberia 

ECONOMIC  DEVELOPMENT 
AND  TRADE 
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